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An Appreciation of John R. Loomis
WISE in counsel, sagacious in planning, astute in the technicalities of practice, loyal to friends, thoughtful of his employees, helpful 
to students and young practitioners, considerate 
even of the opinions of those who differed with 
him—all these things and many more of like tenor 
could be said in strict truth­
fulness of the late John R.
Loomis. Qualities such as 
he possessed — qualities of 
mind and heart in admir­
able mixture — should not 
pass unnoticed. We shall 
here record, therefore, in 
brief manner, the outstand­
ing achievements of his ca­
reer, the notable qualities of 
his character, with the hope 
and belief that at a later 
time, when the history of Ac­
countancy in America comes 
to be written, the life of John 
R. Loomis will be portrayed 
in satisfying detail.
Accountancy is the young­
est in the company of pro­
fessions. It came into exist­
ence, officially, by legislation 
in New York, in the year 
1896. It was organized, 
launched, and nurtured by 
a few stalwart men, who, 
for a number of years prior 
to 1896, were demonstrat­
ing the usefulness and the desirability of the 
professional practice of Accountancy. Among 
these men were a few, perhaps ten or twelve, who 
may justly be called the Founders of Accountancy 
in America—men who were early selected to take 
the official headship of the new and struggling 
professional societies of accountants—men who 
were called upon to originate and to execute laws 
creating and safeguarding the profession. A number 
of these men, including John R. Loomis, have con­
cluded their period of earthly service—a few, the 
present elder statesmen of Accountancy, remain to 
guide, by their counsel and advice, the activities of 
our developed and recognized calling.
In the review of those early days, as well as in the
later activities of American accountants, the figure 
of John R. Loomis stands out in strong relief. No 
man contributed more liberally of his time, no man 
worked with greater patience or with wider vision. 
He had in mind always the immediate needs of his 
profession, but even to a greater degree, he kept 
in mind its ultimate de­
velopment—a development 
that he insisted depended 
more upon the selection and 
education of its incoming 
practitioners than upon any 
other single factor.
“John R.,” as he was affec­
tionately called by his asso­
ciates, was always known, 
both in official position and 
out, for his breadth of view. 
He never took a narrow view 
of any question, and because 
of his patience and reason­
ableness, he was nearly al­
ways able favorably to influ­
ence his fellow practitioners, 
some of whom, by reason 
of limited experience or en­
vironment, were often in­
clined to take a narrow view. 
Time after time, when ener­
getic partisanship developed 
to the point where the inter­
ests of the profession were 
jeopardized, it was the 
kindly, helpful counsel of
John R. Loomis that acted as oil upon the troubled 
waters of discussion.
Seven years ago, in December, 1915, the late 
Horatio N. Drury, as a representative of The PACE 
STUDENT, interviewed Mr. Loomis, and at that 
time produced a pen picture of Mr. Loomis which 
it seems desirable to reproduce in part in this 
article. Among other things, Mr. Drury said:
“I had arranged for an interview with Mr. 
Loomis, expecting to find that, like many other 
busy men of large affairs, he would be able to give 
me only a few minutes of his time. I knew some­
thing about the character of the business problems 
constantly coming before him, as a member of the 
accountancy firm of Loomis, Suffern & Fernald, for
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review and settlement; and I knew full well that 
each day exacted a heavy toll upon Mr. Loomis’s 
time and energy.
“And yet, I spent nearly an hour with Mr. 
Loomis—an hour that seemed made up of far less 
than sixty minutes—not because I did not know 
any better, but because Mr. Loomis was willing and 
glad to talk about the subject of Accountancy and 
education for business, in the hope that some of the 
opinions he advanced out of the fullness of his own 
richly varied experience, might be of value to young 
men contemplating the practice of Accountancy as 
their life work.
“Make clear to Mr. Loomis, genial, whole-souled, 
broad-minded man that he is, wherein he can render 
a service to the cause of Accountancy, and he will 
take the time—create the time if necessary—to do 
what you ask.
“It makes no difference what form that service 
may take; perhaps it is counseling with young men 
who wish to go into business, but who are all at 
sea as to their angle of entrance. Let them but ask 
Mr. Loomis for a hearing, and he will push aside the 
reports and memoranda that strew his desk, ask 
them to draw up chairs, and listen most appre­
ciatively to their perplexities; and then he will give 
them advice, the sane, helpful advice of the man 
who knows whereof he speaks, because he has lived 
long, seen much, and thought deep. Many a young 
man owes his start in the business world to the fact 
that Mr. Loomis, at some time or another, stood 
beside him, shoulder to shoulder, and pointed out 
the way to success from its clouded beginning to 
its clear-lighted end.
“Many other opportunities to serve the Account­
ancy profession have come to Mr. Loomis, and 
never has he played the shirk. Honors, the most 
distinguished and noteworthy within the gift of the 
Accountancy profession, have been his unsought. 
In them all, he has seen service opportunities and 
has accepted them as such.
“For seven years member, four as President, of 
the Board of Examiners of Public Accountants of 
the Regents of the University of the state of New 
York; ex-Chairman, Advisory Committee of the 
New York University School of Commerce, Ac­
counts, and Finance; member of the Keep Commis­
sion, investigating departmental methods of the 
United States Government; ex-President of the 
National Institute of Accountants; ex-President of 
the New York State Society of Certified Public Ac­
countants; three times President of the American 
Association of Public Accountants—in all these, 
and in similar positions of dignity and responsibil­
ity, which tell more plainly than words of encom­
ium of Mr. Loomis’s rank in the eyes of his fellows, 
he has found the time to serve, giving generously 
of his high ability and his rare administrative 
talents.”
The impression created by Mr. Loomis upon 
Mr. Drury was the impression that he created upon 
others: considerate attention to the needs of others, 
dignified courtesy, poise, and undoubted mastery 
of the intricacies of Accountancy and business pro­
cedure. He was a counselor, in a very true sense of 
the word, to his clients, to his partners, to his fellow 
practitioners, and to aspiring students.
The writer recalls the pride with which Mr. 
Loomis showed him the fine offices in one of the 
largest of the down-town office buildings into which 
he and his partners had moved a number of years 
ago. Mr. Loomis called attention to the well- 
appointed workrooms provided for the members of 
the accounting staff. In particular, he pointed out 
the quarters of the stenographic staff, who had been 
provided with a large and airy office, with perfect 
light, on the Broadway side of the building, as well 
as with a commodious and well-equipped restroom. 
It was evident that the rooms provided for the 
girls were those in which Mr. Loomis took chief 
pride. Upon returning with Mr. Loomis to his 
own office, I noted for the first time that his office 
was in no way comparable in comfort to the room 
provided for the stenographers. When the matter 
was mentioned, John R. explained, in a simple and 
matter-of-fact way, that the girls needed much 
better light for the transcription of notes and the 
tabulation of figures than he did in his own work, 
which was largely of an advisory and consulting 
nature. This little incident has remained in my 
mind for many years, and in it there is summed up 
the whole story of the life and faith of John R. 
Loomis—a life of disinterested self-giving, and a 
faith based on service to others.
Mr. Loomis, at the time of his death, was the 
senior partner of the firm of Loomis, Suffern & 
Fernald. On December 7th, he concluded his day’s 
activities as usual, proceeded to the Grand Central 
Station, where he was about to take a train for his 
home in Glens Falls. He was there stricken with 
heart disease and concluded his long life without 
premonition and, so far as is known, without pain 
or discomfort. To few is it given thus to work 
productively and happily for three-score years or 
more, and to pass on without lingering illness and 
distressing pain.
Mr. Loomis was born in Cambridge, Washington 
County, N. Y., on January 15, 1846. He was the 
son of Ezekiel and Ann Rice Loomis, and was mar­
ried in Glens Falls, in 1868, to S. Emma Little, 
daughter of the late R. M. Little, of that city, who 
was founder of the Glens Falls Insurance Company. 
Mrs. Loomis died in 1910. Mr. and Mrs. Loomis 
are survived by one son, John R. Loomis, of Glens 
Falls, New York.
When Mr. Loomis first came to New York City, 
he was connected with Dowley, Comer & Company, 
who were engaged in the exporting and importing 
business. He was later associated with Shipman, 
Barlow, Larocque & Choate, attorneys at law, and 
the legal experience thus acquired served him in 
good stead in his professional career. He was later 
head of the accounting department of the Inter­
national Paper Company. In 1904, he formed, 
with Leonard H. Conant, the firm of Loomis, 
Conant & Company, certified public accountants. 
In 1910, this firm was dissolved, and Mr. Loomis 
became associated with Suffern & Son. Later, the
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firm of Loomis, Suffern & Fernald was formed, of 
which Mr. Loomis continued as senior partner until 
the time of his death. In addition to the various 
official positions in Accountancy held by Mr. 
Loomis, as enumerated above, he was at the time 
of his death First Vice-president of the American 
Institute of Accountants—a position to which he 
was elected at the annual meeting of the Institute, 
held in Chicago, last September. Mr. Loomis was 
present at that meeting and made valuable contri­
butions, as usual, to the activities of the meeting.
Little more has been possible than a mere sketch
of the activities of this elder statesman, of this 
founder of Accountancy—a few facts and a word 
picture or two. There were many sad hearts 
among the friends, many distinguished in Account­
ancy and civic affairs, who dropped their tasks 
throughout the great city and repaired to the chapel 
where brief services were held before the body was 
taken to Glens Falls; sad hearts, too, among that 
larger group, scattered throughout the city and the 
country, who have benefited by the life and work, 
the counsel, the friendship, of our associate who has 
passed on. May he rest in peace.
Biographical Sketches of Pace Students 
Who Have Made Good
WILLIAM LATTA was gradu­ated, in September, 1922, from Pace Institute, Washington. He 
is now a resident auditor in the Consoli­
dated Returns Section, Income Tax Unit, 
Bureau of Internal Revenue.
Mr. Latta received his early education 
in Glasgow, Scotland. He began his 
business career in that city with the dry- 
goods firm of William McLaren Sons & 
Company. In 1910, Mr. Latta decided 
to seek larger business opportunities in 
the United States, and came to Boston, 
Mass., in that year. Mr. Latta says, 
“My first experience of the United States 
was rather discouraging, as it was five 
weeks before I secured a position, and 
then only as a stenographer in the prin­
cipal city office of the Adams Express 
Company. However, I was soon trans­
ferred to the Superintendent’s office.
“In 1912, I forsook the express busi­
ness for the newspaper business, and 
joined the staff of The Boston Post, 
where I spent five very interesting years, 
first as a bookkeeper, and latterly as 
assistant statistician.”
In 1916, Mr. Latta became an Amer­
ican citizen, and in 1917, tried his first 
United States Civil Service examination. 
He passed without difficulty, and received 
an appointment as clerk in the War 
Department, at Washington. To quote 
from a recent letter from Mr. Latta to 
the Institute: “Here, I may remark, that 
I take a little pride in the thought that I 
came to Washington at a smaller salary 
than I had been receiving in Boston, and 
worked overtime, without extra com­
pensation, in an honest endeavor ‘to do 
my share.’ Being married, with a wife 
and children dependent upon me, I did 
not feel that I ought to enlist so long as 
the position was not too desperate.”
In 1918, Mr. Latta enrolled at Pace
Institute, Washington. He made good 
progress in his studies in spite of the 
various difficulties which constantly be­
set h m. To quote again from Mr. 
Latta’s letter: “I made good progress in
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my studies, though I had my difficulties, 
too; for many a night I had to wait until 
the young Lattas were put to sleep before 
I could make progress. Other times, I 
got up at 5 a.m. to study. I remember
one night I worked on a problem until 
1:50 a.m., but could not get my figures to 
balance. I went to bed disgusted, but 
got up again at 5:30, and solved the 
problem in ten minutes.
“The effort was worth while. Before
I had quite completed the second Semes­
ter (in May, 1919), I took a Civil Service 
examination for accounting clerk, and 
got high marks in each subject, especially 
in Practical Accounting, in which I got 
98.66 per cent.—a tribute to my Pace 
quizzes and problems.
“In the meantime, however, my old 
employers in Boston had asked me to go 
back to Boston. So I returned to the 
newspaper business, and continued my 
studies at Pace Institute, in Tremont 
Temple; but only remained for a short 
time, as in about six weeks I was offered 
a position as accounting clerk in the 
Treasury Department. Returning to 
Washington, I was appointed a resident 
auditor in the Trading Section of the 
General Audit Division, and resumed my 
studies in the Washington school.”
In June of this year, Mr. Latta passed 
the Civil Service examination for auditor 
in the Income Tax Unit, and speedily 
secured his appointment. He was as­
signed to Audit Section B, Consolidated 
Returns Section. He says, “I find my 
duties very interesting. Due to my Pace 
training, they are not so difficult as they 
otherwise would be.”
SENIOR students of the Day-School Division, Pace Institute, New York, visited the Hotel Pennsylvania on 
Wednesday, December 13, 1922, for a 
first-hand object lesson in hotel organiza­
tion and management. The tour was 
under the immediate supervision of H. J. 
Bornhofft, C.P.A., instructor in charge. 
No department escaped the critical ex­
amination of the student group. Among 
the various departments visited were the 
hotel kitchen, laundry, silver-room, car­
penter-shop, accounting office, roof-gar­
den, Turkish baths and swimming pool.
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Accounting for a Newspaper
Graduation Thesis by William Latta, Pace Institute, Washington, D. C.
MR. LATTA’S original thesis was amended, in certain instances, for purposes of publica­tion. In its present form, we have pleasure 
in presenting the thesis to the readers of The Pace 
Student .—[Edit or]
The accounting system of a newspaper publish­
ing organization differs in many details from the 
accounting system of an ordinary trading concern. 
Nevertheless, each type of organization follows the 
same general accounting principles. This paper 
presents a system believed to be suitable for an 
average newspaper, with no extraordinary or un­
usual features.
There will be five well-defined organization oper­
ating divisions—Editorial, Advertising, Circulation, 
Mechanical, and Administrative.
Editorial Division
The Editorial division will be headed by the 
President as editor-in-chief, whose staff will consist 
of a managing editor, city editor, country editor, 
sports editor, and, possibly, other editors, reporters, 
artists, photographers, special writers, stenogra­
phers, and the like.
The editor-in-chief will shape the policy of the 
newspaper, and the managing editor will be respon­
sible to him for the carrying out of that policy. 
The managing editor will exercise supervision over 
the other editors, each of whom will be required to 
keep his own section up to the minute, at the same 
time, taking care that nothing subversive of the 
best interests of the paper, or detrimental to public 
policy or decorum, is published. A momentary 
relaxation of vigilance might easily result in the 
publication of something that would seriously injure 
the reputation and lower the prestige of the paper. 
Constant watchfulness is, therefore, necessary.
The reporters, special writers, artists, and pho­
tographers will be subordinate to the editors, and 
will be assigned by their respective superiors to 
write up or to take pictures of important events of 
all kinds, to interview celebrities, and, generally, to 
provide the news, “stories,” and features that go to 
make up a modern newspaper.
Clerks, stenographers, and messengers will be 
under the control of the editors, to assist in the 
expeditious handling of the work. A newspaper 
can not afford delays.
Advertising Division
The most successful newspapers are those that 
carry the most advertising, and the most important 
division of the activities of a newspaper, from a 
financial view-point is, therefore, the Advertising 
Division. While the writers are preparing their 
“Stories,” advertising solicitors will be busy secur­
ing orders for advertisements from department
stores, merchants, automobile manufacturers and 
dealers, financial concerns, amusement enterprises, 
and other kinds of business organizations.
In a big city, the large advertisers usually have 
their own advertising departments. The adver­
tising managers of these clients consult with the 
advertising division of the newspaper, and arrange 
for dates and position of their advertisements in 
the paper.
The Advertising Division will be under the direc­
tion of an advertising manager, who will have an 
assistant and a number of advertising solicitors, as 
well as clerks, stenographers, and other assistants.
In addition to the handling of display advertising, 
there will be a “Cash Ad” desk, where the smaller 
advertisements will be received for publication 
under a “Classified” heading. Cash in advance is 
the general rule for this class of business.
The Statistical Section of the Advertising Divi­
sion compiles records of the advertising carried by 
its own and competing papers, and prepares com­
parative statements showing the volume and kinds 
of advertising carried by each. These statements 
are valuable to the advertising manager in his 
negotiations with advertisers.
Circulation Division
The Circulation Division of a newspaper is an­
other important department. It is charged with 
the distribution of the paper, which must be speedy, 
accurate, and complete. This division will be under 
the authority of the circulation manager, who will 
have as assistants a special staff of clerks and a large 
force of mailers. The busiest hours of a morning 
newspaper are in the very early morning, when the 
mailers are working their hardest, making up the 
bundles of papers as they come from the press­
rooms. Porters, helpers, or mechanical carriers 
carry the bundles as completed to waiting trucks 
outside, which convey the bundles to railroad and 
steamboat terminals for transportation to suburban 
and other points. Other vehicles deliver their 
quota to local newsdealers in time for the morning 
business. The street vendors line up in turn at a 
petty cashier’s cage, and pay cash in advance, 
receiving a check indicating the number of papers 
purchased. These papers, they then secure from 
the delivery-room.
Mechanical Division
The mechanical side of the enterprise may be 
said to begin with the receipt of the great rolls of 
white paper from the mills. These are recorded as 
received, and stored near the press-room, to be fed 
into the presses as required. Large quantities of 
ink are, of course, necessary, together with supplies 
of various kinds.
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Every evening a “dummy” paper is made up 
from the advertising copy by one of the advertising 
manager’s assistants. This dummy is paged to 
correspond with the size decided upon for the next 
morning’s issue, and is used to indicate the positions 
of the advertisements scheduled for that issue.
The dummy is sent to the composing-room, where 
the advertising is set up in page form in accordance 
with the dummy. The forms will be proof-read and 
approved. When the news matter has been set by 
the linotype operators, proof-read and approved, 
the news matter type is put into the page forms, 
which are then taken to the Stereotype Section. 
Here, “mats” (which consist of many thicknesses of 
tissue and blotting paper) are placed over the type 
and subjected to great pressure and heat, which 
turns them into stiff “matrices,” with the impres­
sion of the news and other matter sunk deeply 
into them.
From these matrices, by means of special machin­
ery, curved plates of solid metal—exact duplicates 
of the page forms—are cast, trimmed, and clamped 
on to the cylinders of the printing-presses. The 
plates are used for press-work instead of the set-up 
type. The pages are so arranged that when printed, 
cut, and folded, they will be in consecutive order. 
The modern presses of an up-to-date newspaper 
can, at high speed, print, cut, fold, and count a large 
edition in a marvelously short space of time. As 
the folded papers leave the press, each fiftieth paper 
is tipped slightly to one side, so that bundles of 
fifty can be handled easily, while at the same time 
the accuracy of the count can be depended upon.
The superintendent of the composing-room will 
report to the managing editor relative to news 
matter, and to the business manager with respect 
to advertising matter. The superintendent will 
have jurisdiction over the linotype operators, proof­
readers, stereotypers, pressmen, and their assist­
ants, and in general, is responsible for the smooth 
running of the mechanical departments.
Administrative Division
The treasurer, who is also business manager, will 
have immediate jurisdiction over the managers of 
the departments of advertising, circulation, and 
administration.
Circulation and Advertising have already been 
referred to. An assistant business manager will 
assist in the administration, and will have under his 
immediate control a purchasing agent, whose duty 
it will be to attend to the details of purchase of the 
news-print, ink, supplies, etc., necessary in the 
running of the paper. Carbon copies of the pur­
chasing agent’s orders will be kept in the assistant 
business manager’s office, and compared with in­
voices and delivery records.
The Accounting Section will be under the super­
vision of an auditor, who will report to the chief 
of the Administration Department. The auditor 
will keep the Private or General Ledger, and will 
prepare the confidential statements showing the 
condition and progress of the enterprise.
The auditor will exercise supervision over the 
advertising bookkeepers (display and classified);
circulation bookkeepers (city, country, and sub­
scription); Creditors’ Ledger clerk; credit man and 
assistants; cashier, assistant and petty cashiers; 
and Cash Ad desk.
A graphic chart, showing the relationship between 
the various working departments of a newspaper 
organization, is presented below.
Books of Account
The books of account may be listed as follows:
Books of Original Entry: Cash-Book, Advertising 
Sales Book or Proof-Sheet, Circulation Sales Book 
or Proof-Sheet, Purchase Book.
Ledgers: Display Advertising, Classified Adver­
tising, Agency Advertising, City Circulation, Coun­
try Circulation, Subscription Circulation, Creditors.
Journal.
General Ledger.
Ledger Analysis Book.
Cash-Book
The Cash-Book will be similar in principle to the 
Cash-Book in ordinary commercial concerns, and 
detailed comment appears to be unnecessary. It is 
of interest to note that a certain amount of cash 
income is received for advertising and for sales of 
papers. A “Cash Ad” desk will be maintained. 
At this desk, by means of separate cash registers, 
record will be kept of the total amount of cash 
advertising and of the total amount of cash sales of 
papers. The totals will be entered daily in appro­
priate columns on the receipts side of the Cash- 
Book. Provision will be made for cash distribution 
of expense items, as well as for purchases of news­
print, ink, and supplies. These latter may, in 
addition, be purchased on the credit basis; in this 
case, appropriate entry would be made in the 
Purchase Book.
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All payments will be made by check, except small 
items, which will be taken care of by the petty 
cashier, who handles his funds on the Imprest Sys­
tem. He will be given a check for a certain amount 
by the Cashier. As far as possible, he will obtain 
a receipt or voucher for each payment he makes, 
and, at stated periods, he will make up an itemized 
statement of his disbursements, accompanying the 
statement with his receipts or vouchers. The cash­
ier then will give him a check for the amount dis­
bursed, which will replenish his cash fund. If the 
petty cashier resigns or is removed, his final state­
ment will show the balance to be refunded after the 
disbursements have been made.
All checks will be signed by the treasurer, after 
the names, amounts, etc., have been verified and 
approved by the assistant business manager.
Departmental pay-rolls will be made up by the 
Administration Department, and approved by the 
managers of the respective departments.
Two sets of Cash-Books will be used—one for 
Monday, Wednesday, and Friday, and one for 
Tuesday, Thursday and Saturday—in order to facil­
itate posting, reference, and the like.
Advertising and Circulation Proof-Sheets
The advertisements (except classified advertise­
ments) will be measured and priced on a “marked 
paper” each day. All copy will be priced at the 
same time. All the copy will then be turned over 
to the billing clerks who, by use of a billing machine, 
at one operation will make out the advertiser’s bill 
and a Ledger sheet. The bill may be entered in a 
book which corresponds to a Sales Book. However, 
the mechanical bookkeeping device is so arranged 
that a carbon copy listing of the bills may be 
entered on a third sheet, as the bills are made out. 
This third sheet is known as a “Proof-Sheet.” The 
procedure will be recognized by those who are 
familiar with machine bookkeeping. An adding- 
machine list will be drawn off from the “marked 
paper” of the total amount of advertising appearing 
in the paper. The total of the Proof-Sheet, plus 
the total entered in the Cash-Book for cash adver­
tising, will be reconciled with the total of the adding- 
machine list mentioned.
The Proof-Sheets will be filed in loose-leaf binders, 
a separate binder being allotted to each of the sub­
sidiary receivables Ledgers which have been listed. 
At the month-end, the total of the Proof-Sheets in 
each binder will form the basis for a Journal entry 
charging the control account for that Ledger and 
crediting an appropriate advertising income account 
or circulation income account.
Purchase Book
The Purchase Book will be similar to the Purchase 
Book in other concerns, but will preferably be loose- 
leaf. The Voucher System is not recommended, 
because a newspaper will have a large volume of 
transactions with a relatively small number of 
creditors.
Journal
The Journal will be in standard form and requires 
no comment.
Ledgers
The General Ledger will be in standard form. 
Since the subsidiary Ledgers will be machine 
posted, they will be ruled to conform to the me­
chanical requirements of the posting machine. In 
general, however, they will, of course, conform to 
standard practice.
Certain accounts in the General Ledger will be 
summary in their nature. For example, there will 
be an Editorial Expense Account, a Composing- 
room Expense Account, a Press-room Expense 
Account, and the like. Each of these accounts will 
be analyzed, so that details may be known with 
respect to the amount of salaries and wages, sta­
tionery and office supplies, and the like, for the par­
ticular department. Accordingly, a book will be 
provided in which the details of each account are 
analyzed. Posting will be made to the Analysis 
Book from the Cash-Book, from the Purchase Book, 
and from the Journal. At the month-end, the vari­
ous columns on each analysis sheet will be totaled, 
and the sum of the totals reconciled with the appro­
priate control account. The headings of the col­
umns in the Analysis Book will be printed, but it 
will be understood that certain of the subclassifica­
tions will not be used for some of the departments. 
For example, there would be no entries in the 
“Delivery Expense” column on the analysis main­
tained for the Editorial Department; neither would 
the column headed “Prizes” be used in the analysis 
of Mailing-Room Expense.
Chart of Accounts
The following accounts will be maintained in the 
General Ledger:
BALANCE-SHEET ACCOUNTS:
Cash
Petty Cash
Accounts Receivable Control 
—Advertising
Accounts Receivable Control 
—Circulation
Inventory—Newsprint 
Inventory—Ink 
Inventory—Supplies 
Insurance Prepaid 
Taxes Prepaid 
Land 
Buildings
Machinery and Equipment 
Furniture and Fixtures
Accounts Payable Control 
Bills Payable 
Accrued Pay-roll 
Dividends Payable 
Prepaid Subscriptions 
Reserve for Bad Debts 
Reserve for Depreciation on
Buildings
Reserve for Depreciation on 
Machinery and Equipment
Reserve for Depreciation on 
Furniture and Fixtures
Capital Stock
Surplus
PROFIT & LOSS ACCOUNTS:
Advertising Income 
Circulation Income 
Cash Sales of Newspapers 
Sales of Old Material and
Waste
Miscellaneous Income 
Editorial Division Expense 
Composing-room Expense
Stereotype Section Expense 
Press-room Expense 
Mailing-room Expense 
Advertising Division Expense 
Circulation Division Expense 
Administrative Division Ex­
pense
Profit and Loss
In addition to the accounts recording depart­
mental costs, certain costs, such as rent, taxes, 
repairs, and the like may be incurred, which, at the 
time, can not be charged direct to departments. 
Such items may be set up in specific expense ac­
counts, and, at the time of closing the books, may 
be distributed to the departmental accounts on 
some predetermined basis.
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Balance Sheet and Profit & Loss Statement 
The figures shown by the General Ledger will be 
carried to the Balance Sheet and to the Profit 8b
Loss Statement in the usual manner. Pro forma 
statements are presented below.
“THE MORNING GLORY”
Balance Sheet as at_______________19____
ASSETS
Current Assets:
Cash:
On Hand..................................... $xx
In Banks..................................... xx $xx
Accounts Receivable:
Advertising................................ $xx
Circulation.................................. xx xx
Less: Reserve for Bad Debts... xx xx
Inventories:
Newsprint................................... xx
Ink................................................ xx
Supplies....................................... xx xx
Total Current Assets................... $xx
Deferred Charges:
Insurance Prepaid.................... xx
Taxes Prepaid............................ xx
Total Deferred Charges. ... xx
Capital Assets:
Land.............................. ................ xx
Buildings......................................... xx
Less: Reserve for Depreciation. xx xx
Machinery and Equipment........  xx
Less: Reserve for Depreciation. xx xx
Furniture and Fixtures................ xx
Less: Reserve for Depreciation. xx xx
Total Capital Assets............ xx
Total Assets........................... $xx
LIABILITIES AND CAPITAL 
Current Liabilities:
Accounts Payable.......................... $xx
Bills Payable.................................. xx
Dividends Payable........................ xx
Accrued Pay-roll........................... xx
Prepaid Subscriptions.................. xx
Total Liabilities.................... $xx
Capital Stock................................... xx
Surplus............................................... xx
Total Liabilities and Capital $xx
“THE MORNING GLORY”
Profit & Loss Statement. ______ Ended____________
Income:
Advertising............................................................... $xx
Circulation................................................................... xx
Cash Sales of Newsprints........................................ xx
Sales of Old Material and Waste........................... xx
Miscellaneous Income............................................  xx
Total Income.................................................. $xx
Expenses and Costs:
Editorial Division Expense.................................. xx
Composing-room Expense.................................... xx
Stereotype Section Expense................................. xx
Press-room Expense............................................... xx
Mailing-room Expense.......................................... xx
Advertising Division Expense............................. xx
Circulation Division Expense.............................. xx
Administrative Division Expense....................... xx
Total Expenses............................................... xx
Net Profit or Loss................................. $xx
Supporting schedules may be attached to the 
Profit 8b Loss Statement to show the details making 
up each summary figure for the division of depart­
ment expense listed.
WILBUR L. CRANFORD, Pace Insti­
tute, Extension Division, has been trans­
ferred from the Watertown (New York) 
office to the New York office of Haskins 
& Sells, certified public accountants.
CLYDE J. McABEE, Pittsburgh School 
of Accountancy, conducting Pace Stand­
ardized Courses, has accepted a position 
as general bookkeeper for the Pittsburgh 
branch of the Oakland Motor Car Com­
pany.
MRS. E. K. POLLARD, assistant di­
rector of Pace Institute, Washington, 
D. C., was recently elected a director of 
the Soroptimist Club of that city. The 
Soroptimist Club is a civic betterment 
organization composed of representative 
business and professional women of 
Washington.
GEORGE D. POWELL, Class A2121, 
Pace Institute, New York, has accepted, 
through the Pace Agency for Placements, 
Inc., a position in the accounting depart­
ment of the General Electric Company, 
Harrison, N. J. Mr. Powell was formerly 
with the Columbia Trust Company, 
Seventh Avenue and 125 Street, New 
York City.
ROY L. BURTON, a student at the 
Pittsburgh School of Accountancy, con­
ducting Pace Standardized Courses, re­
cently joined the professional staff of 
Marwick, Mitchell & Company, public 
accountants, Pittsburgh, Pa. Mr. Bur­
ton was formerly employed by the West­
inghouse Electric & Manufacturing 
Company, East Pittsburgh, Pa.
W. J. WILCKENS, formerly a student 
at Pace Institute, New York, was suc­
cessful in passing the November, 1922, 
C.P.A. Examinations, in New Jersey. 
Mr. Wilckens was for some time a mem­
ber of the professional staff of Pace & 
Pace, accountants.
N. B. KATZ, Class B2318, Pace Insti­
tute, New York, has accepted a position 
as bookkeeper, through the Pace Agency 
for Placements Inc., with the Royal 
Metal Furniture Company, 125 Eighth 
Street, Brooklyn, N. Y.
CLAUDE F. SMITH, Pace Institute, 
New York, recently accepted, through 
the Pace Agency for Placements, Inc., a 
position as office manager of a new 
branch of the Model Brassiere Company 
to be opened in Astoria, L. I.
GEORGE W. MILLER, Class B2314, 
Pace Institute, New York, recently ac­
cepted, through the Pace Agency for 
Placements, Inc., a position with S. D. 
Leidesdorf & Company, accountants, 417 
Fifth Avenue, New York City.
FRED BRIEHL, Class E2607, Pace In­
stitute, New York, has accepted through 
the Pace Agency for Placements, Inc., a 
position as accountant with the Carl H. 
Arwe Manufacturing Company, 1348 
De Kalb Avenue, Brooklyn, N. Y.
LUIS H. KAUFMAN 8s COMPANY, 
accountants and tax consultants, an­
nounce the opening of offices in the 
Standard Life Building, Pittsburgh, Pa. 
Luis H. Kaufman, senior member of the 
firm, was formerly a student at Pace 
Institute, Washington, D. C.
MISS ETHEL I. GRIFFITH, Class 
C2403, Pace Institute, Newark, has ac­
cepted, through the Pace Agency for 
Placements, Inc., an executive position 
with the Central Branch Y.W.C.A., 610 
Lexington Avenue, New York City. 
Miss Griffith was formerly employed 
by the International Oxygen Company, 
Newark, N. J.
Pace Student
SIXTY-FOUR RECEIVE DIPLOMAS PACE INSTITUTE, WASHINGTON, D. C.
STUDENTS, when they enter college or university, always look forward with pleasurable anticipation to the 
tangible culmination of their four years 
of educational effort—the formal exer­
cises of graduation. Consider then the 
thoughts which the sixty-four graduates 
of Pace Institute, Washington, harbored 
when, on the evening of November tenth, 
they stepped to the platform and received 
their diplomas from the hands of Mr. 
Homer S. Pace.
Most of these graduates did all of their 
work in the Evening-school Division of 
the Institute. That means that, in 
addition to discharging the responsibili­
ties of a regular daytime position, they 
completed in their overtime, evenings, 
and at their own expense, a professional 
course of study. Graduation means much 
to these men and women. And it should. 
They have discharged their daytime du­
ties; they have overcome countless per­
sonal difficulties—lack of time, sickness, 
family responsibilities, and other matters 
that the teacher never hears about; and 
they have reached the goal which seemed 
so far away when they began their study. 
No wonder these graduates felt happy 
when they received their diplomas.
These graduation exercises of Pace In­
stitute, Washington, the first formal
ones, incidentally, ever held by the Insti­
tute, took place at the City Club, Wash­
ington, on the evening of November 10, 
1922. Sixty-four graduates were awarded 
diplomas, and hundreds of their friends 
and members of their families were pres­
ent to rejoice with the graduates at the 
tangible evidences of the completion of 
their study. It was an evening that all 
present will remember for a long time— 
graduates, friends, relatives, teachers, 
and executives of the Institute.
After several selections by the orchestra, 
all rose and joined in signing “America.” 
Glenn Willett, dean of the Law faculty of 
Pace Institute, Washington, presided. 
The address of welcome was given by 
Paul E. Clark, dean of the Institute. 
Mr. Charles A. Pace then gave some ap­
preciated words of advice to the grad­
uates. He emphasized the fact that it is 
usually necessary for one, during the first 
few years of his professional or business 
career, to sacrifice immediate income, in 
order to secure that experience that is so 
necessary for advancement. Mr. Pace 
urged the students to keep constantly 
before them the goal of business or pro­
fessional preferment.
Mr. Homer S. Pace, in a short address, 
told of how the Pace Courses were first 
organized in 1905. He traced the growth
of the educational work of the Institute, 
from the time when three students re­
ceived private instruction from him and 
his brother, Charles A. Pace, to the 
present time, when thousands of students, 
in the United States, and even in foreign 
countries, are studying the Pace Courses 
in Resident schools and by Extension 
through the mails.
After Mr. Homer S. Pace had given the 
diplomas to the graduates, Mr. Glenn 
Willett presented the prizes. A prize of 
twenty dollars in gold was awarded to 
John Bernard McGinley for achieving 
the highest scholarship record. James 
K. Polk, Jr., was awarded twenty dollars 
in gold for the submission of the best 
thesis, and Maurice A. Martin, twenty 
dollars in gold, for having a perfect at­
tendance record throughout his entire 
course. The award of prizes concluded 
the formal part of the program. An in­
formal reception was then tendered the 
members of the graduating class.
A list of the graduates, and the states 
or district from which they come, follows:
Graduates
Carroll Reed Acherman........... Wisconsin
Richard M. Baker................... Mississippi
Paul D. Banning....................... Tennessee
Philip A. Bayer......................New Jersey
Charles Whiting Bemis New Hampshire 
Harriette Southworth Broy. . . Montana
Edith Estelle Byrne..................Maryland
Irvin W. Carpenter. District of Columbia
Lloyd Watson Creason.......... Kentucky
Lawrence J. Curley.............Pennsylvania
O. Lovell Day.......................... New York
John Frank Dirks........................... Illinois
Nellie Louisa Esterly.........Pennsylvania
Josephine Augusta Gealow...............Iowa
David Adolph Glushak
District of Columbia 
Julian Audley Granger
District of Columbia 
Louis C. Grossberg District of Columbia
C. Chester Guy....................................Ohio
Julius F. Hagel...........................Maryland
Harry Frederick Hinderer............. Texas
Lawrence A. Hohmann. . West Virginia
William T. Howley............... New Jersey
Lucian A. Jackson...................Mississippi
Jerome G. Kaufman
District of Columbia 
Clarence Eugene Kefauver. . . Maryland
James M. Keith................Massachusetts
Frank R. Keller............................Virginia
Leo Kershenbaum..District of Columbia
William A. Kilerlane.. ...........New York
Leslie Allen Kimble.......... West Virginia
William Latta............................... Scotland
Morrell G. Leavesley.................Michigan
Peter C. Luginbuhl.............................Ohio
Arthur McGregor.............................. Utah
John Bernard McGinley. Pennsylvania 
Maurice Arthur Martin
District of Columbia
Cecil Michael Mears................Wisconsin
Allan Muddiman. District of Columbia 
Gertrude Phillips District of Columbia 
James K. Polk, Jr..District of Columbia
Sara J. Quinlivan.....................New York
K. Clement Quinn........................ Virginia
J. Edwards Ragan.......................... Illinois
Charles Philip Reilley.............. California
J. Ovid Schaefer.............................. Illinois
Emil Fred Schrage.................... Wisconsin
William Francis Sheehan. Massachusetts
Norman Earle Simpson............... Virginia
William I. Street........................Maryland
George Edgar Sutley..........Pennsylvania
John F. Sweeney............... Massachusetts
Xavier Bender Tansill
District of Columbia 
George Tarshes. . District of Columbia
Walter Joseph Telma............... Michigan
John Daniel Horace Tester
Massachusetts
Florence Helena Tuck................ Missouri
Dorothy Walker.........................California
Anna E. Watkins........................Michigan
Francis William Watson
District of Columbia
Edward L. Weber..................... Louisiana
Herbert Wilson District of Columbia
J. Gilbert Winner...................... Maryland
Raymond C. Yost.............................Texas
C. W. Zimmer............................ Wisconsin
Don’t Forget This
PUT down on your calendar now the 
date of the eighth annual banquet 
of Pace students and graduates in
New York City and vicinity—Hotel 
Commodore, Saturday evening, April 21.
Watch the next issue of The PACE 
STUDENT for details. When you learn 
what the Banquet Committee is plan­
ning, you simply can’t stay away.
DAVID R. HERSKOWITZ, a student 
in Semester F, Day-School Division, Pace 
Institute, New York, left in December of 
last year for Washington to take up his 
new duties in the Income Tax Unit, 
Bureau of Internal Revenue.
Appointment to Important 
Business Position
MISS MARION JEAN LYON, 
who was for some time assistant 
advertising manager of Punch,
London, was recently appointed adver­
tising manager of this old and well- 
known publication. She succeeds Roy 
V. Somerville, who died a short time ago.
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Speak When You Get a Chance
MANY men are never so ready with excuses as when they are called upon to get up on their feet before a group and talk. They can 
think of ten reasons why they should not do it to 
one why they should.
The man, however, who consistently goes out of 
his way to avoid speaking in public, frequently does 
his business or professional career an incalculable 
amount of harm. The man who speaks during the 
course of the year before a thousand business or 
professional men naturally becomes known to his 
listeners, at least, by name. If he earnestly and 
studiously avoids these opportunities, he is avoiding 
just so many chances to become known to his pro­
fessional and business associates. Acquaintance­
ship plays such a large part in modem business that 
no man, no matter how big he is, can afford regularly 
to avoid speaking before people without suffering 
for his avoidance.
Remember this. By avoiding speaking, you are 
avoiding opportunities. Never mind if your knees 
do knock together when you make your first speech. 
Practice will get you over that difficulty. Many a 
man, by study and concentration, has even con­
verted himself from a timid, diffident speaker, to 
one who could go before a group of any size and 
impress it with his force and with his conviction.
So the next time you have a chance to get up and 
talk, get up. Never mind the excuses.
Selling Versus Managing
THE failure of James W. Elliott’s Business Builders, which has been chronicled at length in the New York papers for the past month, 
has another lesson besides the evident one that 
people unschooled in analyzing investments should 
beware of the alluring promises of smooth-tongued 
salesmen. The Business Builders recruited thou­
sands of salesmen by promising them, not alone 
attractive commissions for their sale of stocks, but, 
to those that proved particularly successful, execu­
tive positions with corporations whose stock they 
sold.
Experienced executives sensed a fallacy in this 
scheme. Because a man is a successful salesman 
does not necessarily mean that he can manage a 
business; that he can lay out policies, control 
expenditures, devise effective methods of organiza­
tion. In fact, the qualities that make for sales 
success and executive success are, in the majority of 
instances, opposed to each other. Many an organi­
zation has found this out to its sorrow, when a star 
salesman promoted to sales-managership has fallen 
down dismally at managerial work. The reason— 
the very qualities which made him a good salesman 
kept him, in large part, from being a good manager.
The New York Tribune, in a recent issue, com­
ments concerning the Elliott fiasco in this manner:
“Elliott’s Business Builders set out two years 
ago to expand going concerns by furnishing men 
and money. Successful stock venders were to be 
promoted into executive positions in client corpora­
tions. The wisdom of such a policy seemed clearly 
questionable. The enthusiasm of the salesman is 
not always an asset in the executive, whose op­
timism must be tempered by a challenging approach 
to statements of prospects. The successful seller is 
not necessarily equally adapted to general manage­
ment of a business—Exhibit A, James W. Elliott.” 
Students’ Earnings
IF there are 2,000 students attending, let us say, the Evening-school Division of Pace Institute, New York (the number varies from 1,500 to 
3,000),and they earn on an average, conservatively 
estimated, $35 a week apiece, they all earn in a week 
$70,000. Their earnings for a year, therefore, 
reach the astounding total of $3,640,000. These 
students are not only earning this huge amount, 
they are also pursuing a professional course of study 
at the same time—a course which serves as their 
specific preparation for greater usefulness in busi­
ness or for the professional practice of Accountancy, 
and which, therefore, greatly increases their earning 
power. Instead of studying and attending classes 
in the daytime and doing part-time work at night, 
as do many students in colleges and universities, 
these Pace students work in the daytime and attend 
classes and do their studying at night.
It is interesting to consider the earnings of stu­
dents who are working their way, in whole or in 
part, through such institutions as Yale and Prince­
ton. We quote from the New York Tribune of 
recent date:
“Reports from college bureaus of student self- 
help prove that any young man can get an education 
without capital if he has industry and vigor to work 
part time for his sustenance. At Yale, during the 
last academic year, 1,202 students, working at all 
kinds of jobs, earned $170,441. The total earnings 
of 500 men partly or wholly earning their way 
through Princeton totaled $161,530.
“These excellent records pale beside that of the 
University of North Carolina, where 1,280 students 
out of a total of 1,700 did work. Their earnings 
came to $384,000. These earnest youths welcomed 
any kind of honest employment. Some shoveled 
coal, others cultivated gardens, washed windows, 
split wood, pressed clothes, waited on tables, 
scrubbed floors, and even tended babies.”
As producers of income, the sturdy students of 
Pace Institute, New York, rank well.
Pace Student
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“Sign Here”
By A. Lincoln Lavine, A.B., LL.B., J.D., Law Faculty, 
Pace Institute, New York
SOME time ago, in a Middle Western state, a young student of law looked lovingly into the eyes of his sweetheart, and swore by all the 
angels in Heaven above that he would love her 
until death did them part.
Would she marry him? She would.
“In a few years I shall be out of law school,” he
told her, “and then we’ll settle down and marry 
and . . . .”
He was to become a brilliant legal luminary, she 
was to become his loving wife, and they were to live 
happily ever after—in a few years.
Alas, how time doth corrode the fresh and eager 
impulses of youth! In a few years, the verdant 
vows were forgotten, and the Legal Luminary To 
Be married another.
Mrs. Legal Luminary That Was To Have Been, 
just naturally sued the faithless lover for breach of 
promise.
For answer, the young lawyer set up, as a defense, 
the Statute of Frauds.
Now, among the provisions of the Statute of 
Frauds, is this: Every agreement, promise, or under­
taking made in consideration of marriage is void, 
unless it, or some note or memorandum of it, is in 
writing.
But wait, ladies. Don’t get excited. That doesn’t 
quite mean what it seems to mean. It doesn’t mean 
that when the ardent lover falls upon his knees, 
confesses that he loves you, and asks you to marry 
him, you must, to be on the safe side, answer, “This 
is so sudden. . . . Sign here!”
Mutual promises to marry, fortunately for 
romance, have never been required to be in writing, 
to be binding.
All that the provision in question means is, that 
if Jill promises to marry Jack, in consideration not 
of Jack’s mere promise to marry Jill, but in con­
sideration of something additional—such as the 
transfer of property, the settlement of a dowry, and 
the like—such a promise, under the Statute of 
Frauds, must be in writing to be binding.
And so there they stood: the faithless young 
lawyer, and the jilted maid.
Years before, as a student in a law school, he had 
told her he would marry her—“in a few years.”
She had waited, and waited, and waited, and 
when, finally, another lady had stepped inside the 
knot, she thought it was time to teach the youthful 
lawyer a little law he hadn’t learned at school. 
Hence, the breach of promise suit.
And, as stated, the young lawyer had pleaded the 
Statute of Frauds: “The promise to marry, not hav­
ing been in writing, was not binding.”
The seasoned practitioners who brought the 
breach of promise suit on behalf of the injured lady 
smiled into their grey beards at the young lawyer’s
personal defense—he appeared on his own behalf.
One more illustration, they said, of the time- 
honored adage, “He who is his own lawyer has a 
fool for a client.”
“Never worry,” they told their client. “The 
young fool doesn’t understand what the Statute of 
Frauds means, when it says that contracts in con­
sideration of marriage must be in writing. He 
thinks it means mutual promises to marry, but 
he’s got another think coming.”
Of course, in every well-regulated story, Virtue 
should triumph, and Villainy be confounded.
But, unfortunately, I am not writing fiction. I 
am recording an actual case at law, and I am unable 
to offer a happy ending.
For when the tumult and the shouting had died, 
and the learned court rendered the decision, lo! 
Virtue failed to triumph, Villainy escaped scot- 
free, the young lawyer succeeded in making good 
his defense.
And this was the reason.
There is another provision of the Statute of 
Frauds, which holds that contracts not to be per­
formed within one year from the making thereof, 
are not enforceable unless in writing.
The young man’s promise had been to marry the 
lady “in a few years”—after a lapse of a period 
longer than one year from the date of the making of 
the promise.
Now I am not citing this as an example in morals, 
but in law. You never can tell when a knowledge 
of the Statute of Frauds may stand you in good 
stead.
The Statute has many kinks, and, as in the case 
cited, lawyers themselves are often apt to overlook 
them.
And yet the fundamental principles of the Statute 
are simple.
 
When did the Statute of Frauds originate, what 
does it provide, how does it apply to our every-day 
affairs?
The Recording Angel, it is to be presumed, is 
something of a statistician.
If so, his statistical curve for the sins of mortals 
must have slanted considerably downward in the 
year following the 16th day of April, 1677.
For on this day, the Statute of Frauds, passed by 
the British Parliament, received royal sanction, and 
became the foundation for one of the most far- 
reaching and universal branches of the law.
The idea in back of this measure is something 
like this.
You and I are presumed to be honest. We try to 
lie as little as possible (or, at least, as little as neces­
sary). But in a controversy of fact, it is surprising
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how much we can remember that it is to our interest 
to remember, and how much we can forget that it is 
to our interest to forget.
And so, said the British solons of the seventeenth 
century, we’ll minimize the opportunities for false 
or fraudulent testimony. We’ll just set aside a 
certain group of transactions, and say with reference 
to them, “Unless they are accompanied by some 
form of writing, you won’t be allowed to prove it.”
“Say it with pen and ink,” in other words.
That is why, to-day, in every state of the United 
States, except Louisiana (which was originally 
French, and did not, like the other states, derive its 
law from England), you have to watch your step 
in making certain types of agreements, and won’t be 
allowed to recover unless you have made them in 
writing.
What is the nature of these agreements?
Every single one of the following agreements, if 
orally made, would be void under the Statute of 
Frauds:
A promise to marry in consideration of property 
or services.
A contract to work at a fixed salary for a year 
and a day.
A promise to answer for the debt of another.
A contract for the sale of an interest in real 
property, or a lease for a period of over a year.
A contract for the sale of personal property ex­
ceeding a fixed purchase price.
And a number of others.
How do these agreements work out in every-day 
life?
 
We have stated a number of agreements which, 
unless in writing, will be void under the Statute of 
Frauds.
First, there is the class of marriage agreements. 
Contracts in consideration of marriage, except 
mutual promises to marry, must be in writing, or 
they are not worth the breath you spend on them.
Let us take a leaf or two from the Book of Life.
In the town of Geneva, N. Y., back in 1896, there 
dwelt a gentleman, Wilson G. Hunt by name, who 
laid siege to the heart of a lady, which he finally won 
by a promise—orally made—to give her the follow­
ing: $5,000 at once; the further sum of $2.50 per 
week; the income of a house and lot; and absolute 
title to still another house and lot.
In addition, he promised to make a will, giving 
her all of his property, except a watch and two 
hundred dollars.
Greater love than this, felt the lady, hath no 
woman. And so the knot was tied.
But the wedding ceremony had a strangely famil­
iar effect. The benedict’s memory went bad. The 
promised payments and conveyances were not 
forthcoming. .
And what was worse, when the husband died a 
few years later, it was discovered that he had made 
a will, leaving to others substantially all his estate, 
both real and personal.
The wife sued the executors for the specific en­
forcement of the pre-nuptial agreement. The trial 
court refused to enforce it.
The wife appealed. The Appellate Division 
affirmed the lower court.
She appealed again, to the highest court in the 
state; and the Court of Appeals affirmed the court 
below. She lost out completely.
And the reason was this: Under the Statute of 
Frauds, “Every agreement, promise, or undertaking 
made in consideration of marriage, except mutual 
promises to marry, shall be void unless the agree­
ment, promise, or undertaking, or some note or 
memorandum thereof, be in writing and subscribed 
by the party to be charged therewith, or his agent.”
This was not a mere mutual agreement to marry. 
It was an agreement made in consideration of 
marriage. The agreement was to transfer money 
and real property. The consideration for that 
agreement was marriage. Hence the agreement, 
not having been in writing, was void under the 
Statute of Frauds.
One of the meanest tricks on record is that which 
was played by a father on his daughter, to keep her 
at home against her wishes.
She was an eighteen-year-old miss with a twen­
tieth-century-go fever.
She found it a bit tame to sit by the fireside and 
stroke the cat’s back while her father sat in his 
slippers and dozed over the long-drawn-out personal 
history of David Copperfield.
Her restlessness grew, until her father, one day, 
made a solemn promise (but not in writing) that if 
she would agree to abide with him until she reached 
her majority, he would pay her a goodly reward in 
coin of the realm.
She agreed.
Three long years passed. The girl dreamed of 
the hustle and bustle in the business world outside— 
and continued to stroke the cat’s back of evenings, 
and to remind father it was time to put up his 
Dickens and go to bed.
In due course, she arrived at her majority, and 
claimed the promised amount.
Her father laughed at her. He was only fooling, 
he said.
The daughter thought it was just the kind of joke 
a jury would appreciate, and so she took it to the 
courts.
And then, to her cost, she learned something 
about the Statute of Frauds.
Her contract was utterly void. She could not 
collect a cent under it.
The Statute of Frauds provides that every agree­
ment, promise, or undertaking which by its terms 
can not be performed within one year from 
the date of its making, is void, unless in writing.
A large standing army could be recruited from 
the unlucky folk who have run afoul of this self­
same provision of the Statute of Frauds.
Many a toiler has made an oral contract to work 
for a period in excess of a year, only to discover that 
the contract is worthless. Countless business men
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have executed similar contracts, to their ultimate 
regret.
A salesman showed up one day in a lawyer’s 
office and asked, “Is it O. K. to make an oral con­
tract for a year? The firm I am planning to work 
for won’t give me a written contract.”
He was told to go ahead. So long as the contract 
was only for a year, he was assured, it did not have 
to be in writing.
And so he engaged, orally, to work for the firm 
for a period of one year, at a yearly salary of $5,000.
His services were to begin the day after the 
contract was made.
Three months later, the salesman was discharged 
without cause.
He brought suit on his contract, firm in the con­
viction that he was within his rights.
He soon learned he was mistaken, and that his 
contract should have been in writing.
The Statute of Frauds provides that “every 
agreement, promise, or undertaking which by its 
terms is not to be performed within one year 
from the date of its making, is void, unless in 
writing.”
Since the salesman’s services were to begin the 
day after the contract was made, and to continue 
for a year, the contract could not be completed 
within a year from the date of its making. 
And hence it was void under the Statute of Frauds.
Of course, the salesman was not entirely without 
remedy. For, although he could not recover on his 
express oral contract, he could recover for the work 
he had already done, on the implied contract that 
he would be paid the reasonable value of his services 
for the time that he had worked.
There are contracts which the law enforces, even 
though the parties never expressly agreed. For 
example, if groceries are left at your door, and you 
consume them, even though you never called for the 
groceries, and never promised to pay for them, the 
law holds that you impliedly contracted to pay for 
them, by using them.
And so, where I work for you, without agreement 
or contract, the law creates an implied contract, 
that you will pay me the reasonable value of my 
services during the time I worked.
But if I contract to work for you for a year, and 
my services are to begin the day after the contract 
was made, my services can not be completed, under 
the contract, until one year and one day shall have 
elapsed after the date of the making of the contract.
In other words, that contract can not be per­
formed within one year from the date of the making 
of the contract, and is, therefore, void under the 
Statute of Frauds.
The engineers are a hardy race. They die hard. 
And it isn’t always safe to assume they’re dead, 
just because they’ve been knocked down by what 
looks like a formidable legal club.
This was the lesson a certain land agent learned
in the course of dealing with a member of the 
engineer tribe.
We have previously cited the case of a salesman 
who agreed to work for a year at a stipulated salary, 
his services to begin the day after the contract was 
made. And we saw that because it was a contract 
that could not be completed within one year from 
the date of its making, it was void under the Statute 
of Frauds.
There was an engineer, however, who made a 
similar contract, and who, after the dust of the 
legal fracas had cleared away, was discovered on top 
of the heap. That was the case of an engineer who 
agreed—orally—to dig a canal for a land agent at a 
certain figure, and to complete the job “within three 
years.”
Six months later, the land agent told the engineer 
to quit. That’s a dangerous thing to tell almost 
any engineer.
Quit? Not on his rod and bob!
The engineer brought suit against the land agent 
on the contract.
The land agent came back with a man-sized club, 
in the shape of the Statute of Frauds.
The contract, he contended, was an oral one. It 
should have been in writing. Doesn’t the Statute 
of Frauds say that every contract must be in writ­
ing which, by its terms, is not to be performed 
within one year from the date of its making?
The engineer was floored. But he wasn’t licked. 
He fought the matter through to a finish, and here 
was the final finding:
“Yes, the Statute of Frauds does say that an oral 
contract is void if, by its terms, it is not to be per­
formed within one year from the date of its making. 
But what that means, is, If, by its terms, it can 
not be performed within one year from the date of 
its making.
“Now what was there in this engineer’s contract 
which, by its terms, required that the contract could 
not be performed within one year from the date of 
its making?
“Nothing.
“The contract called for the completion of the 
job within three years. Was there anything in 
that which prevented the contract from being per­
formed within one year from the date of its making? 
Not a thing. Physically, the job might take two 
years or longer. But legally, there was nothing in 
the terms of the contract that forbade its complete 
performance within one year from the date it was 
made.”
Hence, it was not one of the contracts within the 
Statute of Frauds, and was perfectly valid, though 
oral.
The engineers are a hardy race.
IN the December issue of The Pace Student, in con­nection with a quotation from a recent issue of The Tech Owl, it was stated that The Tech Owl is the of­
ficial publication of the Educational Department of the 
Westinghouse Electric and Manufacturing Company, East 
Pittsburgh, Pa. This was an error, The Tech Owl is the 
official publication of the Westinghouse Technical Night 
School.
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The Question and Answer Department
This Department does not publish answers to all questions received, but only to those which are 
deemed to be of general interest to readers of The Pace Student. A communication, in order to re­
ceive attention, must contain the name and the address of the person asking the question.
WILL you please explain what “endorsement in blank” is, and what treatment, if any, is given in the financial books proper? 
The endorsement I refer to is in connection with 
stock given to directors in order to make them 
stockholders of record.
Answer:
A blank indorsement may be defined as one 
which does not indicate any indorsee. It is gener­
ally effected by the indorser merely writing his 
name on the back of the instrument.
A blank transfer of a certificate of stock has 
included therein an irrevocable power of attorney 
to transfer the ownership of such certificate. It is 
signed by the person who appears by the certificate 
to be the owner. It confers on the holder of the 
certificate the apparent title to the stock; and the 
bona-fide purchaser of such stock can hold the 
stock against the real owner, who is estopped from 
asserting his title, except where the transferer 
obtained the certificate and assignment feloni­
ously.
Although a certificate of stock is not a negotiable 
instrument, an assignment with a power of attorney 
indorsed upon the certificate in blank, except as to 
signature and witness, presents such indicia of 
title that an innocent holder obtains good title, 
and the true owner is precluded from disputing 
the existence of title or power, which through 
negligence or mistake he has allowed to appear to 
be vested in the person making the transfer.
A specific example showing how the assignment 
in blank would affect stock ownership, may be 
given as follows:
If the state law, or the certificate of incorpora­
tion, requires directors to be stockholders of record, 
then a holding company, when buying all the stock 
of another company, must have the stock of such 
other company so issued or transferred that this 
provision may be complied with. The holding 
company furnishes the entire purchase price, and 
has issued in its name all the shares of the sub­
sidiary except one share issued to each person whom 
it wishes to elect as a director. The directors im­
mediately assign their certificate in blank and 
deliver them to the holding company, but the hold­
ing company does not have such transfers recorded 
on the subsidiary company’s stock records. Thusthe 
directors remain stockholders of record, while the 
holding company owns all the stock, having certifi­
cates therefor either in its own name or assigned in 
blank. The directors execute powers of attorney 
authorizing the subsidiary to pay to the holding 
company any dividends which may be payable to 
them as stockholders of record.
The holding company, having furnished the pur­
chase money, records the entire number of the sub­
sidiary company’s outstanding shares as its asset, 
as if all these shares had been issued in its own 
name.
In connection with the accounting treatment of 
the transaction on the books of the company own­
ing the stock, when the capital stock is originally 
issued, Capital Stock Account is credited, an 
appropriate asset being charged. When the stock 
is assigned, there is no necessity for additional 
entries on the financial records, since the Capital 
Stock Account on the financial records presumably 
controls the total number of shares outstanding, 
as shown by the Stock Ledger and Stock-certificate 
Book, irrespective of the individuals who own the 
stock.
A PERSON buys the patent rights of another in good faith and, likewise, in good faith, sur­renders his rights in exchange for stock of a newly 
organized corporation. After a period of about a 
year, events show that this person, now a stock­
holder in this corporation, was deceived in pur­
chasing such patent rights, inasmuch as another 
party is the rightful owner. However, since a 
profitable trade had been established in the past 
year, the corporation decides to carry on the same 
business, but as jobbers. The original entry was:
PATENT RIGHTS................................................... $xx
CAPITAL STOCK............................................ $xx
The entry one year after is:
GOOD-WILL AND TRADE NAME. . .............. $xx
PATENT RIGHTS.......................................... $xx
Are these entries correct?
Answer:
The correct procedure in handling the matter of 
patent rights, determined to be worthless, is as 
follows: The value should not be transferred to a 
Good-will account, as you have done, but, since the 
consideration was for the patent rights which were 
determined to be worthless, the value of the patent 
rights should be written off as a loss. Even though 
a good-will has been built up, there would be no 
more justification for capitalizing it in this instance 
than there would be if there had been no transac­
tion with respect to patent rights. We call your 
attention also to the possibility that the issue of the 
stock could be rescinded on the ground of failure of 
consideration; in this case, the original entry would 
be reversed.
WHEN an officer of a close corporation has a drawing account, so called, which is actually an* Account Receivable to the 
corporation, and amounts to $5,000.00, is it not
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bad accounting practice to allow it to grow still 
larger? Also, is it not very bad practice for such 
an officer to use counter checks when paying ex­
penses, such as hotel bill, etc., while traveling? 
Answer:
In answer to the first part of the question, we 
would say that such withdrawals by an officer of 
the corporation may be bad business practice, 
but that this is not necessarily bad as a matter of 
accounting practice.
The payment of hotel bills, etc., by use of counter 
checks is also bad practice, because the corporation 
office has no record of, or control over, such cash 
payments, until they are reported by the officer, 
or until the bank presents the paid checks at the 
time the account at the bank is balanced.
PLEASE advise me whether in connection with the preparation of a Balance Sheet it is cor­rect to deduct from the value of real estate 
any incumbrances thereon. I have been told that 
this procedure is incorrect. Is it not the same as 
the procedure which is followed when the value of a 
depreciable asset is shown on the Balance Sheet net 
of depreciation reserve?
Answer:
When preparing a Statement of Financial Posi­
tion, it is incorrect to deduct from the value of real 
property the amount of incumbrances on the prop­
erty. The value of real property is an asset of the 
owner, while the incumbrances against the property 
are liabilities of the owner. As you can readily 
understand, the deduction of a liability from an 
asset, with resulting presentation of net figures,
would not present true facts in respect to assets and 
liabilities.
You compare the procedure of deducting incum­
brances on property from the value of the property 
with the matter of deducting a depreciation reserve 
from the value of a depreciable asset. The com­
parison is not fair. When a capital asset depreci­
ates, it is proper to credit the asset account with the 
amount of the depreciation and to charge a nominal 
account. For certain operating reasons, the custom 
has grown up of carrying the credit to an inter­
mediate account, known as “Reserve for Deprecia­
tion Account,” instead of to the capital asset 
account. The Reserve for Depreciation Account, 
however, contains items which, in theory at least, 
are credits to the asset account. In fact, at the 
time the asset is retired, the credit balance in the 
Reserve for Depreciation Account applicable to the 
asset is transferred from the Reserve for Deprecia­
tion Account to the asset account. You will see, 
therefore, that it is entirely proper to deduct the 
amount of depreciation reserve from the ostensible 
value of the asset as carried in the asset account, 
since the resultant figure is the present value of the 
asset.
Considerable confusion still exists in the minds of 
many persons as to the distinction between Reserve 
for Depreciation and a liability. As we have shown 
above, the Reserve for Depreciation is not a liabil­
ity, but is an offset to the statement of value con­
tained in an asset account. In order for an item to 
fall within the classification of a liability, it must 
represent an obligation to turn over value to some 
other person immediately or at a future date. 
There is no such obligation attaching to the credit 
balance in the Reserve for Depreciation Account.
DURING the week preceding the Christmas holidays, the regular weekly assembly of the Day-School 
Division of Pace Institute, New York, 
was devoted to a special Christmas 
program. Mr. Homer S. Pace presided.
The program was opened with a selec­
tion by the Day-School orchestra, which 
was received with great enthusiasm. 
The members of the orchestra are Theo­
dore Gommi, Percy Burman, Arthur 
Herman, Abie Pollack, and Norman J. 
Tregenza. Mr. Henry Allan Price led 
the assembly in singing community songs. 
Miss Du Bois and Miss Cruikshank, 
students in the Day-School Division, 
gave a piano duet which was much en­
joyed. A Faculty quartet, consisting of 
Messrs. deBaun, Massee, Myer, and 
Bulin, sang several songs to the great 
pleasure of the students and members of 
the Faculty. Messrs. Pollack and Tre­
genza then rendered a violin duet very 
effectively.
Mr. Henry Allan Price, who has enter­
tained so ably at many banquets of Pace 
Institute, read a well-chosen selection 
from Charles Dickens’s “Christmas 
Carol” and followed this with several 
recitations in his own inimitable manner. 
Mr. Price was applauded to the echo. 
The program ended with the singing of 
“America.” Every one voted it a fine 
time.
AT the annual meeting of the Amer­
ican Society of Certified Public 
Accountants, held in Washington,
D. C., last December, the following 
officers were elected for the ensuing year: 
President—Frank Wilbur Main, C.P.A.,
Pittsburgh, Pa.
Vice-president—Homer Dunn, C.P.A.,
New York City.
Vice-president—D. W. Springer, C.P.A.,
Ann Arbor, Mich.
Treasurer—Carl Penner, C.P.A., Mil­
waukee, Wis.
Secretary—Wilbur L. Harrison, C.P.A.,
Washington, D. C.
General Counsel—Jean Paul Muller,
C.P.A., Washington, D. C.
WILLIAM BAUER, Pittsburgh School 
of Accountancy, conducting Pace Stand­
ardized Courses, recently accepted a 
position in the Accounting Department 
of the Union Electric Company. It is 
interesting to note that every member of 
the Accounting Department of the Union 
Electric Company, according to a report 
furnished us, is either a Pace student or 
a Pace graduate.
L. R. COLWELL, Pittsburgh School of 
Accountancy, conducting Pace Stand­
ardized Courses, has joined the profes­
sional staff of Ernst & Ernst, account­
ants, in their Pittsburgh office.
RALPH BRUMM, a former student of the Pace Courses, in New York City, lost his life in an explosion of 
black mine powder at the plant of the 
Black Diamond Powder Company, near 
Pittston, Pa., on December 9, 1922. Mr. 
Brumm studied Semester A in the Exten­
sion Division of Pace Institute, New 
York, and completed his work in Resi­
dent classes in New York City. He sat 
for the final examinations in February, 
1922. Mr. Brumm’s work as a student 
gave every evidence that he was at the 
beginning of a career that would have 
been of more than ordinary success.
The executives and instructors of Pace
Institute were inexpressibly shocked to 
learn of Mr. Brumm’s tragic death. 
They sympathize deeply with the mem­
bers of his stricken family in their 
bereavement.
Mr. Brumm was twenty-two years of 
age at the time of his death. He was the 
son of E. B. Brumm, superintendent of 
the plant of the Black Diamond Powder 
Company, where the explosion occurred.
CHARLES J. LUMPP, 1324 West Ave­
nue, Los Angeles, Cal., a student in Pace 
Institute, Extension Division, recently 
accepted a position as auditor for the Los 
Angeles Union Stock Yards Company.
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THE PACE CLUB of Boston has arranged for a series of lectures during the present winter. The 
speakers have been secured through the 
Boston Chamber of Commerce and 
through the leading Industrial Organi­
zations of New England.
The first of these lectures was deliver­
ed in Room “C” of Pace Institute, 
on Friday evening, December 15, 1922, 
by Mr. Harold A. Lyon, head of the 
Service Department of the First Na­
tional Bank of Boston.
Mr. Lyon chose for his subject “The 
Significance of Commercial Geography,” 
and gave a very authoritative lecture on 
business and finance of our courtyard 
some of the complications that are met 
with in dealing with European and 
South American countries.
Mr. Lyon’s lecture was received at­
tentively and with much interest by an 
audience composed principally of stu­
dents of Business of to-day. All were 
grateful for the opportunity of receiving 
the experences of one who has had a 
long and interesting business career.
The Club offers other valuable lec­
tures and feels sure that the interest 
which is now manifest will continue to 
hold throughout the entire schedule.
The Club wishes to thank Mr. Lyon.
HENRY KNUST, C.P.A., Hartford, 
Conn., who was graduated from the Pace 
Courses in New York City, in February, 
1917, was admitted to membership in 
the American Institute of Accountants 
at the annual meeting held in Chicago, 
on September 18, 1922. Through an 
over-sight, Mr. Knust’s name was not 
included in the list of Pace Students 
admitted to the Institute which was 
published in the December issue of The 
Pace Student. Mr. Knust is with 
Hadfield, Rothwell & Soule, certified 
public accountants, Hartford, Conn.
ALBERT FEINBURG, a former student 
at Pace Institute, New York, recently 
accepted, through the Pace Agency for 
Placements, Inc., a position as junior 
accountant on the professional staff of 
Aronson & Oresman, accountants, 1 
Madison Avenue, New York City. Mr. 
Feinburg was formerly with the Strat­
ford Audit Company, New York City.
F. W. LAFRENTZ, C.P.A., and A. F. 
LAFRENTZ, C.P.A., announce the for­
mation of the firm of F. W. Lafrentz & 
Company, with executive offices in New 
York City, to continue the general prac­
tice of public accounting and auditing 
hereto ore conducted by them under the 
name of The American Audit Company.
ROGER J, SEAMAN, a student at the 
Pittsburgh School of Accountancy, con­
ducting Pace Standardized Courses, has 
resigned his position as manager of the 
Trade and Industrial Bureau of the 
Chamber of Commerce of Pittsburgh to 
accept the position of Trade Commis­
sioner, at Houston, Texas.
JOSEPH SITTE, Pittsburgh School of 
Accountancy, conducting Pace Stand­
ardized Courses, is now employed in the 
Accounting Department of the Pitts­
burgh Plate Glass Company.
Armour r. heath, 29 VanWag­enen Avenue, Jersey City, N. J.,  enrolled in Semester A of the Pace 
Standardized Course in Accountancy and 
Business Administration, at Pace Insti­
tute, New York, on March 23, 1920. 
Mr. Heath completed Semester F on June 
30, 1922. During all of his attendance 
at the Institute, Mr. Heath did not miss 
a single class session. He was tardy 
only once. This record of consistent 
educational endeavor is one upon which 
Mr. Heath is well deserving of congratu­
lation.
A. S. FEDDE & COMPANY, account­
ants and auditors, New York City, an­
nounce the formation of a partnership 
composed of A. S. Fedde, formerly of 
Fedde & Pasley, Walter E. Williams, and 
E. J. Schmiel. The new firm will con­
tinue in the offices formerly occupied by 
Fedde & Pasley, Suite 704-5-6-7, 55 
Liberty Street, New York City.
M. D. BACHRACH & COMPANY, 
accountants, announce the opening of 
offices for the professional practice of 
Accountancy in the Farmers’ Bank 
Building, Pittsburgh, Pa. M. D. Bach­
rach, senior member of the firm, was 
formerly a member of the Accounting 
faculty of the Pittsburgh School of Ac­
countancy.
SMITH, BRODIE, LUNSFORD 8b 
WRIGHT, Kansas City, Mo., announce 
the retirement of Mr. A. F. Brodie from 
active practice, as of December 31, 1922. 
The practice of the firm will be continued 
under the firm name of Smith, Lunsford 
8b Wright, 816 Lathrop Building, Kansas 
City, Mo.
PASCOE W. WILLIAMS, 271 Quail 
Street, Albany, N. Y., formerly a student 
in Pace Institute, Extension Division, 
was among the successful candidates in 
the June, 1922, C.P.A. Examinations in 
New York State.
JAMES H. BARR, C.P.A., of the faculty 
of the Pittsburgh School of Accountancy, 
is now associated with Richter 8b Com­
pany, certified public accountants, Pitts­
burgh, Pa.
Eighth Annual Banquet 
Pace Institute, New York
HOTEL COMMODORE
New York City
Saturday Evening, April 21, 1923
See your Class Committeeman now about 
your tickets.
THE students who attend the Evening-School Division of Pace Institute, New York, are drawn for 
the most part from the metropolitan dis­
trict. Until a comparatively recent date, 
students living in other sections of the 
country who desired to study the Pace 
Course would pursue their study by 
Extension through the mails.
With the organization of the work in 
the Day-School Division five years ago, 
however, an opportunity was afforded to 
students to secure the training of Pace 
Institute in Resident day classes. That 
the appeal of this educational plan has 
been broad will be realized when one 
notes that during the year 1922 students 
in the Day-School Division of Pace Insti­
tute, New York, came from more than 
seventeen different states, and from three 
foreign countries.
W. M. PARGELLIS, C.P.A. (Calif.), 
formerly a student at the Los Angeles 
Institute of Accountancy, conducting 
Pace Standardized Courses, was a wel­
come visitor at the offices of Pace Institute 
New York, in December of last year. 
Mr. Pargellis is engaged in the public 
practice of Accountancy in Los Angeles 
as a member of the firm of Johnston 8b 
Pargellis, certified public accountants, 
2011. W. Heilman Building, Los Angeles, 
California.
W. L. ARNETT, a student in the Pitts­
burgh School of Accountancy, conduct­
ing Pace Standardized Courses, recently 
accepted a position as bookkeeper in the 
Pittsburgh office of the Cudahy Packing 
Company.
ERNEST B. COBB, Pace Institute, 
Extension Division, was successful in 
the June, 1922, New York State C. P. A. 
Examinations. Mr. Cobb is in public 
practice at 51 East 42nd Street, New 
York City.
IVAN L. HUGHES, Pittsburgh School 
of Accountancy, conducting Pace Stand­
ardized Courses, recently accepted a 
position as junior accountant on the 
professional staff of Marwick, Mitchell 
8b Company, in their Pittsburgh office.
